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The Electronic Security Association 
(ESA) awarded $20,000 in scholarships 
to students from Pennsylvania, Arizona, 
Washington and Nevada as part of the 
association’s annual Youth Scholarship 
Program. Vivint remained the exclusive 
program sponsor with a donation of 
$10,000 that allowed ESA to increase the 
prize amounts and expand the awards to 
include third and fourth place scholarship 
winners. 

Mackenzie McDonald of Erie, PA. 
received top honors with a first-place 
scholarship of $10,000, Justin Hunsaker of 
Mesa, AZ. won $5,000 for second-place, 
Bethany Spatz of Vancouver, WA. took 
home the third-place $3,500 scholarship 
and Quinntana Reid of Las Vegas, NV. 
was awarded a $1,500 scholarship for 
fourth-place.

 “The police officers and firefighters 
that protect and serve our communities 
are true heroes,” said ESA President John 
Knox. “These men and women put their 
lives on the line every day, and they can 
never be appreciated enough. Awarding 
scholarships to these fine students is one 
of the ways we can thank our deserving 
public safety partners. “Since the ESA 
Youth Scholarship Program was created 
in 1996, the association and its affiliated 
Chartered Chapters have donated more 
than $457,000 in scholarship funds to chil-
dren of police officers and firefighters.

This year’s top-prize winner holds 
a pristine 4.0 GPA at McDowell High 
School in Erie, PA. Mackenzie participates 
in several extracurricular activities and 
organizations at her school and is an active 
volunteer within her community. Addition-
ally, she has trained extensively in various 
types of dance and now serves as an in-
structor for ballet and jazz at Marguerite’s 
Academy of Dance. Mackenzie plans on 
acquiring a degree in the medical field and 
has been accepted to the Massachusetts In-
stitute of Technology. Mackenzie’s father 
is a police officer for the City of Erie. 

As part of their entries, each ap-
plicant was required to write an essay 
entitled, “What it means to me to have 
my parent or guardian involved in secur-
ing our community.” Mackenzie wrote 
about her father’s passion for his career 
and influence it had on her character. 
“My father is the best role model that 
anyone could ask for,” said Mackenzie. 
“As a result of my father’s dedication to 
public safety and strong moral values, I 
am the strong, conscientious woman that 
I am today.”

Justin Hunsaker of Mesa, AZ. won 
first-place in the Arizona Alarm As-
sociation Youth Scholarship Program 
and was awarded the second-place prize 
in ESA’s national scholarship program 
for his scholastic achievements, essay 
and community involvement. Justin 
will soon graduate from Skyline High 
School with a 4.0 GPA and has become 
a distinguished leader in his community. 
Throughout his high school career, Jus-
tin was an athlete, a dedicated member 
of several organizations and lead special 
projects within his community. This fall, 
Justin will attend Arizona State Univer-
sity where he plans to pursue education 
in politics. Justin’s father, Jason Hun-
saker, is a police officer at the Chandler 
Police Department. In his application 
essay, Justin said: “The vow taken by 
men and women in uniform like my dad 
transcends a mere contractual agreement 
of employment: it embodies a spirit of 
service, a willingness to sacrifice, and a 
devotion to do good on behalf of those 
who are utterly in need and can never 
reciprocate.” 

The third-place winner and recipient 
of a $3,500 scholarship is Bethany Spatz 
from Vancouver, WA. This summer, 
Bethany will graduate from Cross-
Roads Academy Home School where 
she earned accolades as a National 
Merit Scholarship Program Commended 
Student and the Whole Armor Martial 

Mackenzie McDonald - 
Pennsylvania

Justin Hunsaker - Arizona

Bethany Spatz  - Washington

Quinntana Reid - Nevada

ESA Awards $20,000 in Scholarships to Gifted Students

ESA Scholarships, continued on page 3
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Our Palm Springs convention was an even bigger success than usual. 
The meetings, events and seminars all had record attendance. The meetings 
and seminars were valuable and the social events were enjoyable.  Thanks 
to all who attended, and to our sponsors, volunteers and staff who made it 
all happen.

Our next big event is ESX in Nashville. This will be my last meeting as 
vice president of ESA. My time as an officer of ESA has been informative 
and enjoyable, and it has helped me to appreciate even more deeply how 
valuable ESA is to the industry, CAA, and to all the individual members. 
Programs like National Training School (NTS) and Security Association 
Risk Retention Group (SARRG) are of huge value to all of us. (You will 
find information on both of these great programs in this publication.) ESA 
manages a government relations program at the federal level that is critical 
to the industry. There is a group buying program that can benefit each member. There are professional 
groups where members can learn and share information with peers. And too much more to list here. But 
ESX is a fantastic opportunity to learn, and to network with decision makers in all aspects of the industry. 
I encourage everyone to attend – I promise you will find it a good investment of your time and money.

One more note on ESA:  ESA elections are now under way.  They are being done electronically this 
year for the first time.  Please go to www.esaweb.org to vote.  If you need any help registering, or with 
any part of the process call ESA at 888-447-1689.  The deadline to vote is June 3, 2014.  Make your 
voice heard.  

Hope to see you in Nashville.  Have a great summer!
Bob Michel

Arts 2013 Student of the Year. Bethany’s father, Joseph Spatz, is a firefighter for the City of 
Vancouver.  This fall, Bethany will attend LeTourneau University in Longview, TX.

Quinntana Reid of Las Vegas, NV. is the fourth-place winner of a $1,500 scholarship. 
Quinntana will graduate from Silverado High School with a 4.0 GPA. For the past several 
years, Quinntana has been a member the National Honor Society and an active volunteer 
within her community. Brad Reid, Quinntana’s father, is a firefighter at the Clark County 
Fire Department. Quinntana will continue her education this fall, having been accepted to 
Brigham Young University-Hawaii.

ESA Scholarships, continued from page 1

CAA Youth Scholarship Program Winner

Taylor Gator received the top scholarship award in the state from the California Alarm Association 
at the CAA Palm Springs Convention. Celebrating the $5,000 award were CAA Vice President Tim 
Westphal, Deputy Chief Jeff Gater of the San Luis Obispo Fire Department, Cindy Gater, Taylor, CAA 
Scholarship Chair Sharon Elder, CAA Vice President Cathy Rempel, and CAA President Bob Michel.
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ASSOCIATES CORNER

The Changing World of Sales
By Harvey J. Eisenstadt

As time marches on we see significant 
changes taking place in the business world. 
Technology has not only increased the 
speed of communication thereby getting our 
message out to more prospects significantly 
faster but has also increased our competi-
tion and their messages no matter what the 
environment is for our business. As a result, 

in today’s business world, the prospect, although being deluged by 
advertising, promotions and sales pitches, cannot be sold into buying 
something just because the salesperson was that effective.  The buy-
ers of today are more discriminate looking for value and benefits not 
merely frills and price. In the past, maybe one, two or three decades 
ago a good salesperson could actually push a prospect into purchasing 
their product or service. Today, that is not an easily achievable task. 

In today’s business world the salesperson must truly understand 
their customer’s needs and then address those needs moving the 
prospect into the position of wanting to buy.  The prospect will buy if 
they recognize that the product or service is the solution to their need. 
The salesperson’s mentality today must be that products or services 
are bought not sold. To accomplish this you must know the prospects 
need. So, without being a mind reader how do you accomplish this? 
You begin with the knowledge of your own products or services and 
the solutions they provide to the various needs of the prospects that 
you are trying to penetrate. 

When you speak to a prospect, whether it is a cold call or you are 
following up a lead, the chances are you will not learn immediately 
what it is that the prospect feels they have an urgent need to address. 
Most prospects have needs that fall into one of two categories. They 
have a need that they would like to resolve or they have a need that 
they must resolve. The salesperson knows their products or services 
and the different needs that they were designed to resolve. The sales-
person’s challenge is to gain the prospects interest by presenting the 

By Harvey Eisenstadt

benefits of their products or services and have the prospect resonate 
with one or more of their solutions that addresses one or both of these 
types of needs. The mistake many salespeople make is that they dive 
into all the wonderful features of their product, service and company 
before the prospect has even presented a glimpse of their need. This is 
a sure fire way to lose the interest of the prospect. 

The salesperson should develop a simple strategy of delivering 
benefits and value that would get the prospect to open up and reveal 
their true concern and where their pain exists. The concept of this 
strategy is to know the need first and then present only the solutions 
that address that need. Focusing directly on what is of prime concern 
to the prospect will get you closer to a sale. There will be times where 
the prospect will immediately identify their need. To get the prospect 
to a buying mode provide only the benefits and value of your product 
or service that addresses that need.  Stay focused on that need. It is 
not smart to start talking about all the other wonderful services you 
provide. That only tends to dilute the prospects attention to the solution 
you have recommended for their primary concern. 

There may be times where the prospect is not explicit about their 
needs. Now you have to extract this from the prospect and you ac-
complish this by talking about how your product or service provides 
solutions to a variety of common needs relative to that prospects envi-
ronment. When a benefit or value of the solutions you are presenting 
resonates with the prospect, to one of their needs, they will be moving 
closer to buying from you. 

 In today’s selling world you must understand what motivates a 
prospect to buy and that the salesperson’s challenge is to fuel and 
accelerate that motivation. Bells and whistles and a feature dump is 
not the answer. Recognition of a need and the benefits and value of a 
solution to that need is the answer.
Harvey Eisenstadt is a Sales Consultant, Trainer, Speaker, Mentor and 
Author. Harvey possesses over 45 years of successful sales and sales man-
agement experience and is a nationally recognized authority on relationship 
building. Harvey can be reached at 818-701-7799 or harvey@hjesales.com
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Networking was on the agenda in the shallow end of the 
pool at the CAA Palm Springs Convention at the Hilton 
Palm Springs. Nearly 300 industry leaders attended 
the three day event and nearly 100 participated in the 
Western States Golf Tournament.
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CAA PAC FUND CONTRIBUTIONS
The California Alarm Association has a very strong government 

relations program that works on the local, state and national level.  
In addition to the hundreds of hours of volunteer service from our 
members, we have a CAA PAC Fund which supports our interests in 
Sacramento.

Payable to:	CAA PAC
Mail to:  	 CAA PAC, c/o Richard Eichman, CPA
1127 11th Street, #300, , Sacramento, CA 95814
Funds can be corporate or personal, although they are not tax deductible.  
IMPORTANT: Include your name, address, employer and occupation with each 
contribution.
VISA/MASTERCARD: To make donation with your VISA/
MasterCard call the CAA office at 800-437-7658.ext. 3

*PAC ALERT*
$30,000 GOAL FOR 2014

By Don Gilbert, Mike Robson, and Trent Smith
The Political Action Committee (PAC) is an important part of the 

CAA governmental relations program.  In past years, CAA has raised 
more than $30,000 in its PAC to contribute to business-minded leg-
islators.  We want to establish this funding level as a goal for 2014 
and encourage CAA members to contribute what they can to reach 
this goal.  

As a reminder, PACs allow citizens with a common interest to 
join together to participate in the political process.  Members of an 
industry association or employees of a company have an interest in 
supporting candidates whose philosophy is conducive to creating 
an environment in which their business can succeed. By donating 
to the company or association’s PAC fund, employees or members 
help ensure that legislators will be elected who are interested in and 
responsive to the concerns of the company or industry.

L E G I S L A T I V E 
W A T C H

Glen Guldbeck
Account Executive West
(818) 599-3579 Mobile
gguldbeck@alarm.com
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ASSOCIATES  NEWS
SENTRYNET’s 19th Annual Dealer Conference in Tunica, MS 

drew more than 200 security professionals with their goal, and this 
year’s theme, to “find their 
rhythm.” The event began 
with a golf outing followed 
by a skeet shoot. Members 
of the President’s Club 
gathered for a Presidential 
Summit to exchange ideas 
and best practices for to-
day’s changing industry and 
then gathered at the Holly-
wood Cafe for the meet and 
greet. David Avritt, Presi-
dent of SentryNet, joined 
the musical group “Indus-
trial Rhythm” for a rowdy 
musical number. Attendees 
earned CEU’s by hearing In-
dustry leaders like Raymond 
Lynn, Ken Kirschenbaum, 
Ron Walters and Lou 
Sepulveda. The tradeshow 
featured 18 vendors ready 
for face-to-face conversa-
tion and training. Vendors 
included Titanium Sponsor 
Honeywell, Platinum Spon-

sors DSC, Linear, and Axis, and Bronze Sponsor Telguard. For more 
information, visit www.sentrynet.com.

PSR wants you to know that Tauni won the very prestigious 
Mark Schubert Award last week at the 2014 CAA Spring Conven-
tion in Palm Springs. PSR works hard within the association to bring 
exposure of our lines to all the right people. This award represents 
the second time someone from PSR has won. Stan Hellman won it 
in 2006. The award is intended to recognize an Associate Member 
who volunteers time and resources to support the associations. Each 
year the Regional Presidents nominate a finalist for the CAA Mark 
Schubert Award to recognize their support for association programs 
and activities. The CAA President selects a recipient, and the award 
includes a $500 grant which the recipient can designate to any indus-
try program or association. Also, Congratulations to Jen deCamara 
for winning the National Association of Professional Women’s 
Woman of the Year award.

Whether you are considering selling some or all of your alarm 
accounts, or not ready at this time, you will benefit from understand-
ing your potential buyers and how to evaluate them. Not all buyers 
are alike, just as not all alarm dealers share the same objectives. By 
understanding buyer perspectives, as well as your requirements, you 
raise the likelihood of a positive experience and a good fit. Learn 
evaluation considerations and key criteria that will help you select 
the buyer who will be the best fit for your goals and objectives. For 
more information, visit WWW.ALARMCAPITAL.COM.

FIRE-LITE ALARMS by Honeywell announced its current 
portfolio of life safety systems has earned seismic certification 
to International Building Code (IBC) standards, and has met the 
higher testing standards recently mandated by California’s Office of 

Statewide Health Planning & Development 
(OSHPD). The critical building systems 
protecting “essential facilities,” such as 
hospitals, power plants and transportation 
hubs, within nearly all levels of seismically-
active areas across the U.S. are required 
to prove continued operation following a 
seismic event. With few systems listed to 
IBC and OSHPD standards, dealers offering 

seismic-certified equipment have a competi-
tive advantage. Fire-Lite Alarms’ full line 
of conventional and addressable fire alarm 
control panels, power supplies, plus mass 
notification and voice evacuation systems, 
earned IBC and OSHPD seismic certifica-
tion. A wide range of essential facilities 
in varying geographic areas throughout the U.S. require critical 
systems, such as fire alarms, to not only maintain structural integrity 
during an earthquake, but also remain operational and continue to 
carry out their primary functions following a seismic event. Fire-Lite 
has created seismic kits, comprising more robust enclosures, mount-
ing mechanisms and battery brackets, for dealers to put in-place 
with control panels to meet the requirements of the IBC and OSHPD 
seismic certifications. For more information, visit www.firelite.com.

The Virtual Keypad™ App Version 4.0 is a brand new user inter-
face that integrates intuitive tabs and screens for IOS7 and greater 
platforms, making it simpler and 
faster for your customers to navigate 
their alarm system.  “Version 4.0 is 
a major enhancement to the Virtual 
Keypad in terms of navigation, user 
interface and speed of use,” said 
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Associates News, continued on page 12

Vice President of Sales, Mark NeSmith. “With this new look, DMP 
is bringing all of its user interfaces to a similar navigation platform 
so that your customers will be familiar with the entire suite of op-
tions. They simply need to pick any one or all of these gorgeous new 
interfaces.” For more information, visit www.dmp.com or visit booth 
#417 at ESX Nashville.

DMP now offers the Virtual Keypad™ browser that allows total 
control of security system functions 
remotely using any web browser. This 
brand new user interface integrates 
intuitive tabs and screens, making it 
simpler and faster for your customers 

to navigate their alarm system.  For more information, visit www.
dmp.com.

SDI announced the newest member to the SDi family, Lynde 
Bailey. Lynde joins SDi with more than 10 
years of experience in the fire alarm industry. 
She has most recently worked with System 
Sensor as Northwest Regional Sales Manager 
and has previously worked for several leading 
manufacturers as well as regional ESD’s. In 
her new position as Mid-West Regional Sales 
Manager, Lynde will spearhead our expansion 
and growth in this market and will have a key 
role in developing innovative industry initiatives and offerings from 
SDi. For more information, visit www.sdifire.com.

ADI announced it opened a new branch location in La Vista, NE 
that will further expand its North American footprint and the first of 

a new ‘express’ store layout. Open-
ing its 100th location signifies ADI’s 
continued success in the security and 
low voltage industry, and its commit-
ment to providing the best solutions 
and most convenient service to its 
dealers. The new ADI Express store 
provides more dealers with access to 
the products and tools they need to 

build complete systems. “After successfully opening two new branch 
locations less than two years ago, we are officially ready to continue 
our expansion efforts. Opening our 100th location and adding a new 
store design marks a significant milestone for ADI,” said Michael 
Flink, president of ADI Americas. “The shift to a smaller storefront 
in new geographic markets allows us to expand our reach in a finan-
cially responsible way, and we are extremely excited to open our 
doors at this new location. We look forward to opening several more 
branches over the next few years.” For more information, visit www.
adiglobal.com.

NATIONAL MONITORING CENTER, INC. (NMC) will hold 
a formal open house event on Friday, June 6, 2014 from 4:00 p.m. 
to 7:00 p.m. to showcase its new 
California Headquarter facilities.  
This invitation-only event will of-
fer cocktails, appetizers and guided 
tours throughout the evening 
with the opportunity to meet the 
NMC staff. NMC’s new 25,000 square foot facility in Lake Forest, 
CA was designed and built from the ground up to meet the future 
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ASSOCIATES NEWS, continued

central station monitoring needs of alarm companies nationwide.  
It features leading-edge monitoring center technologies including 
hardware, infrastructure, telecommunications and redundancies, as 
well as the new NMC Education Center which provides meeting 
spaces and training facilities for dealers and their clients. “We have 
reinvested in you, our loyal dealers and their customers, to create 
this one-of-a-kind facility, and we’re proud and excited to share this 
special occasion to demonstrate what the future looks like in central 
monitoring centers” said Woodie Andrawos, Executive Vice Presi-
dent of NMC.  To RSVP for this event, visit www.NMCcentral.com/
OpenHouse.

COMCABLES announced a new partnership with PSA whose 
members are responsible for more than $2 billion annually in 
security, fire, and life safety installations. “We are very excited to 
add PSA as a strategic partner for our low voltage and structured 
cabling solutions,” says Mike Capulli, Vice President of Sales for 
comCables.  “PSA’s partners will benefit from our proven IP cabling 
solutions as the industry continues to trend towards IP convergence. 
comCables looks forward to building this partnership and filling a 
gap in PSA’s product offering.” “PSA is thrilled to begin our partner-
ship with comCables. Their end-to-end cabling solutions make them 
a perfect fit in the PSA line card,” said Craig Patterson, Director of 
Vendor Management. For more information, visit www.psaTEC.com 
or www.buyPSA.com/Vendors.

ADI announced it has launched new websites in Canada and 
Puerto Rico to help dealers access the products they need, and easily 
shop and order online at ADI. The new full featured sites offer a 
friendly user interface and improved navigation so visitors can find 
the latest information on products, support, services, branch loca-
tions, training opportunities, and more. The redesigned Canada and 
Puerto Rico sites follow a similar platform as ADI’s US ecommerce 
site, and were built to deliver an exceptional customer experience. 
The improved sites offer product information for more than 100,000 
SKUs, and pack a number of powerful features including search 
filters and sort capabilities, product comparisons, pricing, inventory, 
delivery options and complete account management. Dealers can 
shop by product, shop by brand, check out sales and clearance items, 
take advantage of online specials, explore support and services, learn 
out about local trainings and branch events, view monthly sales 
promotion flyers, access product catalogs and more. For more infor-
mation, visit www.adiglobal.com.

FST21 announced its rebrand to FST BIOMETRICS and the 
company will further concentrate its efforts on its In Motion Iden-
tification (IMID) technology. FST Biometrics’ products, including 

IMID Access, IMID Digital Doorman and IMID Solo, will offer 
enterprises, campuses, venues and facilities secure access, at the 

speed of life. “As our team continues to establish our 
global presence, I believe this rebrand highlights our 
commitment to exceptional security and seamlessly 
convenient access in populated cities around the 
world. As the global population continues to grow, a 
need has surfaced for secure access to places, facili-

ties and information without sacrificing one’s way of life in lieu of 
restrictive security measures,” stated Major-General Aharon Zeevi 
Farkash, Founder and CEO, FST Biometrics. For more information, 
visit www.fst21.com.

SILENT KNIGHT by Honeywell released the SK-F485C Wire 
to Fiber Converter. Being the first wire to fiber converter to be UL 

listed for a non-proprietary line of fire alarm 
systems and sold over-the-counter at Security 
Equipment Wholesalers nationwide, allows 
Silent Knight to offer the ideal solution to large 
facilities and multi-building campuses seek-
ing non-proprietary fire alarm systems. A fire 
alarm system run on copper wire underground, 
between buildings is incredibly susceptible to 

lightning damage due to earth ground differentials. The new fiber 
converter allows one Intelliknight™ addressable fire alarm control 
panel from Silent Knight to be extended over fiber-optic cable to 
protect multiple buildings while severely limiting the risk of dam-
ages from electrical surges. The adaptable design elements of Silent 
Knight systems enable them to provide a closer-fit to the fire protec-
tion needs of each facility, which can equal big savings in parts and 
labor. Flexibility in the design of its systems and minimization of 
wire has been a continued focus for Silent Knight’s product develop-
ment teams, says Loren Schreiber, product marketing manager for 
Silent Knight.“We’ve always been unique with ‘distributed intel-
ligence’ built into power supplies and other s-bus devices to allow 
you to place them where needed, as opposed to home-running wire 
all the way back to the main control,” Schreiber explains. For more 
information, visit www.silentknight.com.

iBridge Messenger® is a complementary iBridge Connected 
Home notification service for new and retrofit Gemini Systems 
accounts. This new service offering to iBridge Connected Home 
for use on new and retrofit Gemini Alarm Systems, gives dealers 
new SMS/MMS messaging and event-triggered alert and live video 

Associates News, continued on page 14
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ASSOCIATES NEWS, continued

alert notifications capability to offer accounts who want to remain 
connected and in control of their fully connected home. iBridge Mes-

senger provides dealers’ accounts live video 
alert notifications and it provides VGA-quality 
video of the premises in 20FPS clips (and 
recordings). NAPCO began in remote services 
a decade ago with its iSeeVideo remote video 
product and this offering captures that tech-
nology and integrates it within iBridge. Live 
embedded Video Clip/ Video Alerts are sent 
to the accounts’ phones (MMS) along with a 

video alert text message (SMS). iBridge Messenger users could get 
a Pool Gate Open Alert SMS text message, followed by live video 
alert, where they see their selected triggered events unfold as they 
happen without bothering to login elsewhere. For more information, 
visit www.napcosecurity.com.

iBRIDGE CONNECTED HOME DEALER PROGRAM 
debuted at an informative and spirited reception at ISC West. Several 
hundred dealers and integrators attended the standing room only 
event in the Venetian Ballroom off the 
show floor. The unique Dealer Pro-
gram was created to help dealers take 
advantage of this rapidly growing, 
RMR-building category of services, 
quickly spreading via mainstream news 
and media outlets. The Dealer Program 
includes: Advantageous, custom, iBridge leading edge product and 
services, preferred multi-tier pricing discounts, sales & technical 
training, turn-key marketing materials for print and online, advertis-
ing co-op fund, exclusive lead-gen program, support hotlines, annual 
meeting & awards, and more. Event attendees learned all about the 
latest in Connected Home Technology and the marketplace, and 
seemed particularly interested in competitive offerings, and how to 
incorporate them in their company’s business & seize the explosive 
new game-changing RMR & sales opportunity. Dealers also saw 
how to tap into integrated marketing and social media to enable local 
companies to outcompete goliath cable & telco providers and even 
leverage their mass TV/ad campaigns locally.  For more information, 
visit www.napcosecurity.com/napco_sales. 

NAPCO SECURITY TECHNOLOGIES, INC., announced 
the promotion of Brandt Phillips to Commercial Fire and Security 
Director of Sales for the country. In Phillip’s new role at Napco, he’ll 

Associates News, continued on page 16
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have a Commercial Systems Solutions focus in fire and intrusion 
systems, combining multi-technology addressable, conventional 

and UL-Commercial Grade wireless fire and 
burglary devices, as well as new wireless and 
networked communication options, and remote 
systems management. To contact Brandt Phillips, 
Napco Security Technologies, Commercial Fire 
& Security Director of Sales, with any questions, 
requirements or training needs relating to Napco 
Commercial Fire & Security solutions, he can be 
reached directly at bphillips@napcosecurity.com. 

CONTINENTALACCESS, a division of Napco Security 
Technologies, Inc., released new CA3000 version 2.9 software, that 
offers a host of many new sought-after features 
including; the ability to run the CardAccess 
3000 and associated applications as Windows™ 
services and the ability to control access to the 
CardAccess GUI using Lightweight Directory 
Access Protocol (LDAP). New CA3000 v2.9 
also includes many enhancements to the exist-
ing features, providing the front-end of Napco 
Fusion, it is the complete seamless interoperable 
solution for Gemini Intrusion & Fire Systems, Access Control, Video 
and Wireless Locks. The CardAccess 3000 version 2.9 software also 
provides additional support for sister division, Alarm Lock’s Trilogy 
Networx locks, now in both cylindrical and mortise models, with the 
utilization of a Door position contact and Request To Exit (RTE) but-
ton feature. Continental offers training classes across the country and 
free online webinars, as well as retrofit rebate programs and cost-
saving software upgrade plans. For more information, visit www.
cicaccess.com/solutions. 

ALARM LOCK, a division of Napco Security Technologies, 
Inc., announced that its Trilogy Networx Wireless PIN and Prox 

Access Locks & Keypads are now integrated 
with Lenel OnGuard® Integrated Access 
Control & Video Security Platform. As a Lenel 
OpenAccess Alliance Program Partner, Alarm 
Lock products were fully-tested and certified 
by Lenel’s Quality Assurance Department for 
use with OnGuard v6.6 and 6.5. Integrated 
capabilities include configuration of wireless 

locks for card and PIN-based access control, viewing access control 
events and status via Lenel OnGuard interface, restricting user to 

specific areas at specific time, adding / removing or modifying user 
Access levels, setting access control modes for areas and defining 
access schedules and holidays. For more information, visit www.
alarmlock.com.

HONEYWELL POWER announced that the IPGSM-4G Com-
mercial Fire Alarm Communicator is now compliant with NFPA 

72 2013 requirements for sixty-minute supervi-
sion. Reducing the amount of service calls due 
to maintenance communication troubles is a 
key benefit of using the IPGSM-4G as a sole 
path solution for commercial fire monitoring. 
Supervising at longer intervals will help reduce 
trouble conditions and minimize unnecessary and 
costly visits to customer sites. The sixty minute 
supervision feature will also help reduce service 
calls from trouble conditions that occur when the 

IPGSM-4G is configured to communicate over IP only and is expe-
riencing momentary network outages. For more information, visit 
www.honeywellpower.com.

FIRE-LITE ALARMS by Honeywell announced the release of 
the Remote Telephone Zone Module (RTZM), designed to provide 
authorized users remote access to send out emergency notifications 
through a facility’s Emergency Command Center (ECC) system via 
any phone. Secure system access and 
simple menu options, ensure facility 
managers and security officials get 
appropriate emergency information 
and instructions to building occupants 
quickly – in real-time. “Everyone has a 
cell phone on them today,” said Richard 
Conner, marketing director for Fire-Lite Alarms. “It’s secure and the 
phone menu is straightforward, so there’s little room for user error 
when deciding what message to send and to where.” The ECC’s 
phone menu offers simple options, which enables callers to make the 
right choices quickly to broadcast live voice messages or a pre-pro-
grammed alerts to all or specific areas within a building. The phone 
menus can be in English, Spanish, French or Portuguese. “We want 
to offer customers beyond what code requires to keep their facili-
ties safe,” Conner exclaimed. “The RTZM’s unique call-in feature 
also offers dealers a competitive advantage, allowing them to spec 
something no other system offers.” For more information, visit www.
firelite-ecc.com. 
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ESX Luncheon  
Features Louisiana  
State Fire Marshal

The Electronic Security Expo (ESX) 
announced Louisiana State Fire Marshal 
and president-elect for the National 
Association of State Fire Marshals 
(NASFM), H. “Butch” Browning, Jr., 
as its featured speaker for the Industry 
IceBreaker Luncheon on June 24 at  at 
the Music City Center in Nashville. The 
lunch celebrates the security industry’s 
connection with public safety, and includes 
presentations for the Electronic Security 
Association Youth Scholarship Program, 
the Security Industry Alarm Coalition 
(SIAC) William N. Moody Awards, the 
Police Dispatch Quality (PDQ) Awards, 
and the Central Station Alarm Association 
(CSAA) Five Diamond Marketing Marvel 
designation. The Industry IceBreaker 
Luncheon is sponsored by Security Sales and Integration and Anixter.

“We’re thrilled to have Fire Marshal Browning presenting at the annual Industry IceBreaker Luncheon,” says George De Marco, ESX 
Chair. “His experience in public safety, coupled with his leadership character, his dedication to enhancing life safety standards, and his focus 
on growing the relationship with the electronic security industry, will ensure for a thought-provoking and enlightening presentation.”

“I’m looking forward to sharing my public safety experiences and vision for the future of fire safety with the audience at ESX,” he says. 
“Both the fire services and the industry share common public safety values and goals, and it’s crucial that we continue to develop and grow 
the relationship.”  For more information visit www.esxweb.org.
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Visit us 

at ESX, 

Booth 617



Where in the World Is THE MIRROR?
Are you travelling with THE MIRROR? Paris? London? Chicago?

Take a photo and email it to info@caaonline.org with description and identification.

Tom Donahue, 
Mitch McGill and 
Barry Bailey of Bay 
Alarm catch up 
with THE MIRROR 
at the CAA Palm 
Springs Convention.

THE MIRROR 
brought together 

Troy Guerrero, 
Dan Walker and 

Christian Brandow 
of Interlogix at the 
CAA Palm Springs 

Convention.

Parents Claudette 
and Ed Michel 
and Grandpa Bob 
Michel helped 
Bobby Michel get a 
grip on the industry 
news with THE 
MIRROR at the 
CAA Palm Springs 
Convention.

Gene and Grant Jordan of Advanced Security Engineering 
cash in on the industry news in THE MIRROR with CAA 

Treasurer David Michel (center) of Valley Alarm.

Jeremy McLerran of Qolsys with Allison Morris of Alarm.com, Scott 
Johnson of Monitronics and Nate Natale of Alarm.com spread the 
news of THE MIRROR at the CAA Board of Directors Welcome 
Reception at the CAA Palm Springs Convention.

CAA Scholarship judges 
Lilianne Chaumont of 
Chaumont Law Group 

and Bob Jennison of 
Post Alarms and CAA 

Scholarship Chair 
Sharon Elder of National 

Monitoring Center 
look for results in THE 

MIRROR.
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